Bader, Louis, and 
Weinland, James D. 

Barg, Samuel M. 

Brisco, Norris B. 


Burris-Meyer, Elizabeth 
Clark, Katherine Abel 


Coleman, P. Evans 
Connally, John M. 


Dudley, Cecil O. 


Edwards, Charles M., Jr. 


Fuldner, Walter H. 
Garton, Harold W. 


Hales, Alden A. 


Harris, Irving P. 
Heinen, Viola, and 
Robinson, O. Preston 
Hirschmann, I. A. 
Kleeman, Moselle 
Krieger, Morris 


Namm, Benjamin H. 
Nystrom, Paul H. 


Olson, D. 


Ratner, Nathaniel C. 
Redman, H. L. 


INDEX TO 
JOURNAL OF RETAILING 


VOLUMES 7 AND 8 
April, 1931—January, 1933 


By AUTHORS 
Do Odd Prices Earn Money? 


Promotion Planning 

Research in the Adjustment De- 
partment 

Color in Retail Merchandising 

A Course in Retailing for the High 
School 

Gauging Consumer Demand for 
Electric Ranges 

The Promotion of Men’s and Boy’s 
Wear 

Wanted: An Ideal Buyer 

Advertising by Price Lines 


Retail-Price Index Numbers 


Personality Adjustment in Retail- 
ing 

Distribution of the Retail Adver- 
tising Budget 

Bolt Control for Piece Goods 

Service Shopping in New York 
Stores 

How Not to Write Copy 

Slogans in Retail Advertising 

What the College Man Has to 
Offer the Retail Store 

Recent Changes in Store Policy 

The Future of the Department 
Store 

Merchandising the Department 
Store to Meet Competition 

Creative Merchandising 

Control of Expense in Abnormal 
Times 


Tssue and Page 
Jan. ’32—102 


Jan. ’32— 97 


Jan. ’33—126 
Oct. ’32— 70 


July ’32— 55 
Jan. ’33—115 
July ’32— 36 
Jan. ’33—101 
Oct. 83 
July ’32— 46 
July ’31— 35 


July 41 
Oct. 71 


Oct. 91 
Apr. ’32— 10 
Apr. ’31— 8 


July 39 
Apr. 3 


Oct. ’32— 65 


July ’32— 33 
Oct. ’31— 67 


Apr. 22 


| 
—— 
= | 


Robinson, O. Preston 
Robinson, O. Preston 
Rothwell, Doris 
Rotto, James 


Schaller, Elmer O. 
Schaller, Elmer O. 


Schaller, Elmer O. 
Schaller, Elmer O. 


Seelye, Winthrop 


Smith, Bernard W. 
Sperry, T. C. 


Strahan, Hazel B. 


Twentyman, Thomas J. 


Walker, Q. Forrest - 


Watt, William C. 
Watt, William C. 


Watt, William C. 
Wheeler, Elmer 
Wingate, John W. 


Wingate, John W. 
Wright, Warren 
Wright, Warren 
Wright, Warren 


By AUTHORS 


Monthly Selling Costs in Four 
Departments 

Customers’ Reactions to Organ- 
ized and Unorganized Sales 
Talks 

The Buyer’s Compass 

The Why and How of Direct Mail 
Advertising 

Retail Trade in 1930 

Controversial Aspects of Cash 
Discounts 

Retail Trade in 1931 

A Convenient Table of Markup 
and Gross Margin 

An “All-American” Basement 
Store 

Research in Retailing 

Inventory Taking and the Tabu- 
lating Machine 

Fashion Training in Thirteen New 
York Stores 

Type—Its Objectives and the Sim- 
ple Way to Achieve 

Some Economic Aspects of Retail 
Prices and Markups 

Slow-Selling Merchandise 

The Trend Back to Comparative 
Prices 

A Six-Year Plan for Business 

Tested Selling Sentences 

Developments in Open-to-Buy 
Control 

Why Customers Buy 

Planning the Stock Assortment 

Economics of Quantity Discounts 

Retail Sales as Market Indicators 


Issue and Page 


Apr. ’31— 18 
Oct. ’32— 90 
Oct. ’32— 82 
Oct. ’32— 78 
Apr. ’31— 13 
July ’31— 50 
Apr. ’32— 18 
Jan. ’33—119 
Apr. ’31— 6 
Jan. 97 
Oct. ’31— 86 
July ’31— 56 
Jan. ’32—108 
Apr. ’32— 1, 
Jan. ’32—105 
Oct. ’31— 77 
Jan. ’33—117 
Jan. ’33—122 
Jan. ’32—112 
Jan. ’33—109 
Oct. ’31— 76 
Apr. 6 
Oct. ’32— 79 


119 


SUBJECT INDEX 


Issue and Page 


Accounting system for small stores, Oct. ’32—89 
Adjustments, Apr. ’31—32 
Advertising, allowances, Jan. ’33—116 
appropriation, Apr. ’32—28 
budget distribution, July ’32—41 
classes, July ’32—41 
direct mail, Oct. ’32—78 
distribution of regular price-line advertising, 
July ’°32—44 
mechanical production, Jan. ’32—124 
media, Apr. ’32—28 
price lines, Oct. ’31—83 
slogans, Apr. ’31—8 
women in, Apr. ’32—14 
scarcity of distinctive, Apr. ’32—13 
Anticipation of bills, July ’31—51 
Application, letter of, Jan. ’32—120 
Art, in trade, Oct. ’32—70 
Automatic ordering, Oct. ’32—88 
Average sale, July ’32—62 


Bargaining ability, Jan. ’33—104 

Basement store, “all-American,” Apr. ’31—6 

Best selling price lines, July ’32—44 

Bidding for employees, Apr. ’31—12 

Bolt control for piece goods, Oct. ’31—71 

Bolt, identification system, Oct. ’31—72 

Books on advertising, Jan. ’33—116 

Boston Conference on Retail Distribution, 1931, 
Apr. ’31—24 and Jan. ’32—124 

Boys’ wear, July ’32—36 

Budgeting of slow-selling merchandise, Jan. ’32— 
106 

Budgets, family, Jan. ’32—126 

Bureau of Labor Statistics, cost of living, July 
32—48 

Business Adrift, July ’31—60 

Business, educating the buyer, Apr. ’32—5 

Business Mortality of Illinois Retail Stores from 
1925 to 1930, Apr. ’°32—29 

Buyer, duties, Jan. ’°33—101 

Buyer’s compass, Oct. ’32—82 

Buyers’ Manual, Oct. ’31—93 

Buying motives, Jan. ’33—109 


Cash discount, July ’31—50 

Cash discount and anticipation, July ’31—5S2 

Cash policy, Jan. ’32—111 

Census of distribution, Oct. ’31—89 and Oct. ’32 
—80 

Chain stores, Jan. ’32—125; Jan. ’32—101; and 
Apr. ’32—27 


Issue and Page 


Clearance sales, July ’32—43 

Clothing and style, Apr. ’31—25 

C.O.D. sales, Jan. ’32—116 

College graduates, July ’3i—39 and Jan. ’33—127 

Color in merchandising, Oct. ’32—70 

Commercial problems of the woolen and worsted 
industries, Oct. ’32—94 

Competition, July ’32—33 

Competitors, Apr. ’31—11 

Competitors of department stores} Oct. ’32—67 

Consumer Engineering, Apr. ’32—27 

Consumers, Oct. ’31—68 and Oct. ’31—81 

Consumers’ Company Operation Movement in Illi- 
nois, Apr. ’31--25 

Control, of expense in abnormal times, Apr. 
32—22 

of piece goods, Oct. ’31—71 
policies, Apr. ’31—5 

Controller, Apr. ’32—15 

Controllers’ Congress Report, 1931, July ’32—52 

Codperation, Jan, ’33—98 

Copy, Apr. ’32—10 

Copy writer, Apr. ’32—11 

Copywriters’ Manual, Apr. ’32—28 

Course in retailing for the high school, July ’32— 
55 

Credit Department Salesmanship, July ’32—60 

Credit sales, Apr. ’31—17 

Customer demand, Jan. ’33—115 

Customers, Jan. ’33—109 

Customers’ reactions to organized and unorgan- 
ized sales talks, Oct. ’°32—90 

Customers’ services, Apr. ’31—12; July ’31—49; 
and Oct. ’32—66 


Dartnell Mailing List Handbook, July ’32—60 

Delivery economies, Apr. ’32—25 

Delivery expense, Apr. ’31—30 

Demand, customer, Jan. ’33—115 

Department manager, Jan. ’33—108 

Department stores, Apr. ’31—25; July ’32—33; 
July ’32—51; and Oct. ’32—65 

Departmental merchandising and operating, 
results of 1930, July ’31—53 

Depression, Apr. ’32—22 and Apr. ’32—31 

Direct-mail advertising, Oct. ’32—78 

Direct selling, July ’31—40 

Discounts, quantity, Apr.’32—6 

Dollar classification control, Oct. ’32—82 

Dollar days, July ’31—46 


Easter, late hours, Apr. ’32—26 


Page 
18 
90 
78 
13 
50 
18 
= 
6 | 
97 
86 
56 
08 
1 
15 
7 
7 
2 
2 
9 
5 
6 


Issue and Page 


Economic Survey of the Book Industry, Apr. ’32 
—29 
Economics, of quantity discounts, Apr. ’32—6 
of retail prices and markups, Apr. ’32—1 
Electric ranges, Jan. ’°33—115 
Executive, personnel policies, Apr. ’31—4 
rating, July ’31—37 
Executives and nonexecutives, July ’°31—35 
Expansion of department store, Oct. ’32—66 
Expense control, Apr. ’31—29; Apr. ’32—16; Apr. 
*32—22; and July ’32—63 


Fairchild index, July ’32—46 

Family budgets, Jan. ’32—126 

Fashion merchandising, July ’°32—33 and Oct. 
»32—93 

Fashion training, July ’31—56 

Fixed expenses and markup, Apr. ’32—3 

Follow-up work, July ’32—-56 

Fortune to Share, Apr. ’°32—27 

Future of the department store, Oct. ’°32—65 


Good taste in buying, Jan. ’33—104 
Gross margin tables, Jan. ’33—119 


Hard times, Apr. ’°32—31 

Harvard Bureau of Business Research, July ’31— 
55 and July ’32—S1 

Hosiery department, Apr. ’31—20 

Hours at Easter time, Apr. ’32—26 


Ideal buyer, Jan. ’33—101 

Imagination in buying, Jan. ’33—106 
Income groups of custemers, Apr. ’32—1 
Indiana chain-store tax, July ’31—44 
Interests of consumers, Oct. ’31—68 
Inventory taking, Oct. ’31—86 


Jewelry department, Apr. ’31—22 
Jewish holidays, Oct. ’32—92 

Job performance, Jan. ’32—121 

Job standards, July ’31—35 
Junior-high-school course, July ’32—57 


Leader policy, Oct. ’°32—74 
Leadership in buying, Jan. ’33—105 
Leather-bag department, Apr. ’31—19 
Long-range planning, Jan. °33—117 


Man management in chain stores, Apr. ’°31—26 
Management problems, Apr. ’31—5 

Manual of Retail Terms, Apr. ’31—26 
Manufacturer, styling and the, Oct. ’31—69 
Markdown study, Jan. ’33—121 


Issue and Page 


Market indicators, Oct. ’32—79 
Market price trends, Apr. ’32—4 
Markup, Apr. ’32—1 
Markup tables, Jan. ’°33—119 
Media selection, July ’32—37 
Men’s and boy’s wear, July ’32—36 
Men’s furnishings, Apr. ’°31—20 
Merchandise, control, Apr. ’32—16 
promotion, July ’31—46 
slow selling, Jan. ’32—105 
Merchandising, creative, Oct. ’°31—67 
policies, Apr. ’31—4 
Merchandising of Drug Products, Apr. ’32—29 
Merchants’ decalogue, Oct. ’31—95 
Michigan report, 1931, July ’32—53 


National Industrial Conference Board, July ’32— 
48 

New Psychology of Selling and Advertising, Oct. 


Odd prices, Jan. °32—102 

Office management, Apr. ’°32—16 

Open to buy, Jan. ’32—112 

Operating Results of Department and Specialty 
Stores in 1931, July ’32—S1 


Package design, July '31—49 
Payroll reduction, Apr. ’31—29 and Apr. ’32—24 
Period system of control, Jan. ’32—106 
Personal qualifications of buyer, Jan. ’°33—106 
Personality adjustments, July ’31—35 
Personnel rating, July ’31—37 
Physical characteristics of buyer, Jan. ’33—108 
Piece goods control, Oct. ’31—71 
Planned purchases, Jan. ’32—112 
Policies in stores, Apr. ’31—3; Apr. ’31—11; and 
Oct. ’?32—69; 
Policy and ethics in business, Oct. ’31—94 
Popular days of week, July ’31—46 
Prestige, advertising, July ’32—43 
Price, arrangement of stock, Apr. ’32—7 
cutting and price maintenance, Oct. ’32—73 
index, July ’"32—46 
ranges, Apr. ’32—2 
wars, Apr. ’31—-11 
Prices, comparative, Oct. ’31—77 
economic aspects, Apr. ’32—1 
Pricing for profit, July ’32—60 
Principles of Marketing, July ’32—61 
Principles of Selling, Oct. ’31—94 
Prior salescheck control, Oct. ’32—-83 
Problems in Retail Merchandising, Oct. ’31—94 
Profitable Department Store Management, Apr. ’31 
—27 


=i 


det. 


1 


Issue and Page 


Promotion, of employees, Jan. ’32—119 
of mens’ and boys’ wear, July ’32—36 
opportunities, Oct. ’31—67 
planning, Jan. ’°32—97 
policies, July ’31—48 and Apr. ’31—5 
Promotional appeals, July ’32—38 
Prosperity and Consumer Credit, Apr. ’31—27 
Protective measures, July ’3i—45 
Publicity expense, Apr. ’°32—25 
Purchase control, Jan. ’32—114 


Qualifications of buyer, Jan. ’33—102 
Qualities stressed by customers, Jan. ’33—110 
Quantity discounts, Apr. ’32—6 


Ranges, electric, Jan. °33—115 
Reasons for and Extent of Markdowns in Ohio 
Department Stores, Jan. ’33—121 
Regular price-line advertising, July ’32—44 
Research, centralized, Jan. ’33—99 
department, Jan. ’33—1i00 
in the adjustment department, Jan. ’33—126 
management, Apr. ’32—27 and Jan. ’33—98 
price index numbers, July ’32—46 
problems, Jan. ’33—100 
trade in 1930, Apr. ’31—13 
trade in 1931, Apr. ’32—18 
Reserve requisition control, Oct. ’32—83 
Resources, Jan. ’33—104 
Retail-credit survey, July ’31—54 
Retailing course for high schools, July ’32—55 
Returned goods in Chicago stores, Oct. ’32—77 
Road to Good Advertising, July ’32—61 


Sales talks, Oct. ’32—90 

Sales volume statistics, Apr. ’°31—14; Apr. ’32— 
19; and Oct. ’32—68 

Salescheck control, Oct. ’32—83 

Salesmanship, Jan. ’33—122 

Scientific management, Jan. ’33—98 

Selling costs, Apr. ’31—18 


Issue and Page 


Selling sentences, Jan. ’°33—122 

Service policies, Apr. ’°31—3 

Seven Keys to Retail Profits, Jan. ’32—123 

Shopping service, Oct. ’31—91 

Six-month plan, Jan. ’33—117 

Six-year plan, Jan. °33—117 

Slogans in advertising, Apr. ’31—8 

Slow-selling merchandise, Jan. ’32—105 

Special promotions, July ’32—43 

Specialists in staples and in fashion merchandise, 
July ’32—33 

Standards of management, Jan. ’33—98 

Staples, July ’32—33 

Stock arrangement, Apr. ’32—7 

Store door delivery, Apr. ’31—23 

Store policy, Apr. ’31—3 

Store Salesmanship, July ’°32—61 

Stub control, Oct. ’32—83 

Styling, Oct. ’31—69 

Success in retailing, Jan. ’33—127 

Successful Living in this Machine Age, Jan. ’32— 
123 

Survey of Retailing Practices, Jan. ’32—125 

Systems, departments, Apr. ’31—16 


Tabulating machines, Oct. ’31—86 

Tax burden, July ’31—45 

Tax schedule, July ’31—44 

Telephone selling, July ’31—43 

Tested Advertising Methods, Oct. ’32—95 
Tests in retailing, Jan. ’32—121 

Texts, July ’32—59 

Ticker control, Oct. ’°32—83 

Training plans, July ’31—59 

Typography, Jan. ’32—108 and Jan. ’32—124 


Unit control, Oct. ’°32—83 
Women in Advertising, Apr. ’32—14 


Word specialist, Jan. ’33—125 
Workroom Manual, Jan. ’32—125 


